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SALES CONTEST 


Ferris Anchors Cup at Akron 


J. J. Ferris of the Akron Office has 
distinguished himself by being the first 
man of the seventy branch managers in 
the organization to win three legs on the 
President’s cup, which puts it in his keep¬ 
ing permanently. Besides this honor Mr. 
Ferris has received further recognition by 
an additional prize of one hundred dol¬ 
lars, which President Geo. Ed. Smith 
tucked in the cup the last minute. 

Mr. Ferris’s record should be an in¬ 
spiration and a source of encouragement 
to the rest of the men in the organization. 
The Akron Office is not a particularly 
large one, and it shows that the small 
office has just as much chance for the 
big things as the larger ones. It is not j 
a matter of territory, but of selling abil- j 
ity—constantly .. . c .as good 
organization. 

The entire organization extend their 
heartiest congratulations to Mr. Ferris on 
his notable achievement. 

C. V. Mills Leads Western Division 

For the fourth time in succession As¬ 
sistant Sales Manager W. C. Lavat’s divi¬ 
sion leads in the Sales Standing. 

C. V. Mills of the Des Moines Office is 
again the leading manager in his division, 
winning his second leg in the contest and 
holding the cup another month. This 
makes two home runs in succession for 
Mr. Mills, a record of which he can well 
be proud. 

Mr. Ayres, of Portland, Me., Leads in 
Eastern Division 

Last month we stated that we had 
heard a rumor by radio that W. E. Ayres, 
Manager of the Portland, Me., Office, was 
going to take the cup away from Brainerd 
of Hartford in February. 

It seems as though there was something 
more behind the rumor than ether waves, 
as the statement has been fulfilled and 
the cup has changed hands. Of course, 
keeping it is another thing and knowing 
the ability of both gentlemen, we expect 
to see some exciting activity between 
these two branch managers. 

Contest at High Pitch 

With one cup anchored at Akron and 
the three active and determined gentle- 
men —Messrs. Mills, Ayres and Brainerd 

sitting on the fence, each with two legs 
on the cup, we expect to see some lively 
results for the month of March, as each 


ANCHORED AT AKRON! 


J. J. FERRIS 

Akron. O. <1^ 


To the left Is J. J. Ferris, first man in the organ¬ 
ization to v in permanently the President’s cup plus 
$100 extra prize money. 

Below our cartoonist has pictured the three men 
in the organization who each have two legs on a 
cup; Mills of Des Moines; Ayres of Portland, Me., 
and Brainerd of Hartford. 

Mills and Ayres each have the cup in their pos¬ 
session for this month, the latter having taken it 
away from Brainerd of Hartford. However, each 
man has two legs and are “sitting on the fence” 
ready to win a cup for good, unless some other 
sales warrior takes it away from them at the end 
of March. 


BRAINERD 
Hartford, Conn. 



of these three men needs only one leg 
more to take a cup for good. 

However, it is a “survival of the fit¬ 
test,” and there is no reason why men 
down toward the bottom of the standing 
cannot win their first leg on a cup by 
exerting every ounce of energy. 

February was a good month. Let us 
all heave our shoulders to the selling 
wheel and make March even better. 


THE SAN FRANCISCO-LOS 
ANGELES CONTEST 


In the February issue of the “Royal 
Standard” we published telegrams ex¬ 
changed between W. B. Larsen, Manager 
of the San Francisco Office, and G. L. 
Smith, Manager of the Los Angeles 
Office, in which, in no uncertain but po¬ 
lite terms, a challenge was made and ac- 
ioi ii»e Icaaeisnip ^elween ihe two 

offices. 

Returns show that the San Francisco 
Office came out the leader for the month 
of January. 

Mr. Larsen states as follows: “If Los 


THE SCORE SO FAR 

WESTERN DIVISION 
February, 1922 

C. V. MILLS—DES MOINES BRANCH—2ND LEG 


Angeles did not beat us in February they 
will now have to excuse our dust from 
now on. . . . Our boys are all deter¬ 

mined to beat them if they have to work 
nights to do it.” 

Boy, page Los Angeles! 


January, 1922 

C. V. MILLS—DES MOINES BRANCH—1ST LEG 

December, 1921 

C. E. F. RUSS—PORTLAND, ORE., BRANCH—1ST LEG 

November, 1921 

G. L. SMITH—LOS ANGELES BRANCH—1ST LEG 

CENTRAL DIVISION 
February, 1922 

J. J. FERRIS—AKRON BRANCH—3RD LEG 

December, 1921 

J. J. FERRIS—AKRON BRANCH—2ND LEG 

November, 1921 

J. J. FERRIS—AKRON BRANCH—1ST LEG 

January, 1922 

A. J. WOLFE—YOUNGSTOWN BRANCH—1ST LEG 

EASTERN DIVISION 
February, 1922 

W. E. AYRES—PORTLAND, ME., BRANCH—2ND LEG 

November, 1921 

W. E. AYRES—PORTLAND, ME., BRANCH—1ST LEG 

January, 1922 

H. F. BRAINERD—HARTFORD BRANCH—2ND LEG 
December, 1921 

H. F. BRAINERD—HARTFORD BRANCH—1ST LEG 


WHEN SERVICE BENT BACKWARD 


By Harry D. Cashman, Manager of 
Washington Branch 


I know a man—you know him, too; 
he’s a Royal home office official—who 
arrived at his desk a few mornings ago 
in a badly disturbed state of mind. He 
had ordered a taxi by phone to catch a 
certain train from his suburban station. 
The clerk said he had a machine at the 
door; that it would be on the job in a 
jiffy. Fifteen minutes later the cab ar¬ 
rived, too late for the connection. Our 
man was vexed. The driver was im¬ 
pertinent. But the truth came out—as 
truth has the habit of doing. There was 
no cab available when our man phoned. 
The clerk simply “lied” to save a cus¬ 
tomer. There are three taxi companies in 
this town and the competition is brisk. 

Result: Not only a lost fare, but a cus¬ 
tomer gone for all time. The clerk had 
only to say there was no cab ready for 
the trip. Then our man could have 
phoned elsewhere and reached an im- 
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portant engagement. All ends would 
have been well served. 

Doesn’t this little tale come pretty 
close to the workings of the typewriter 
business? Is there any way to lose trade 
and good will any faster or more com¬ 
pletely than by broken promises, lightly 
made? 

Take a service call, for instance. The 
machine is just around the corner, let s 
say. Without considering, you answer 
glibly: “Oh, yes. We’ll have a man there 
this afternoon.” You have forgotten for 
the instant, or maybe you do not take the 
trouble to find out, that all available re 
pairmen are booked for the day. Chances 
are the customer would have been equally 
pleased with an engagement in the morn 
ing. But the broken promise starts a 
“sore” spot. 

Same with deliveries whether they be 
new machines, rentals or repairs. Care in 
making promises and then more in keep¬ 
ing them, never lost any sales. You can 
bet on that. 


This advertisement to appear in the following magazines : 

“American Magazine" - ^ ay ^ ssue 

“System Magazine" - April Issue 


SELF-MADE SALESMEN VERSUS 
DESTINY 


It has been said the Chinese are great i 
believers in Destiny, which is the same as 
saying that they are fatalists. That is j 
one reason they are such good poker | 
players because they show no expression i 
on their faces during the game. This | 
may be a fine thing for gambling, but it 
is a mighty poor policy for the ambi-1 
tious. 

Napoleon has been called the man 
of Destiny,” but his history points more 
eloquently to the fact that destiny does , 
not shape your life, but that you shape 
your own. 

The same thing applies in salesman¬ 
ship. It is ridiculous for a salesman 
when he is discouraged when things go 
wrong, to grope around and grab old I 
man Destiny and blame it on him. 

The “Royal” organization has rewards j 
for the men who stick their chins out and | 
work a little harder to overcome the ob¬ 
stacles and problems they meet in every¬ 
day life. The Sales Department keeps a j 
record of each salesman and manager in , 
minute and extensive form. These rec¬ 
ords are at the finger tips of the Sales 
Manager, who is eager to promote the; 
deserving man or men the instant the op- j 
portunity arises. 

When a bigger job presents itself, the 
men who are in line for it are the ones j 
whose records prove that they have been 
shaping their success by their own 
consistent and constructive efforts and 
not letting old man Destiny do the j 
job. 


SUPPLY SALES ON THE BOOM 


Best Carbon Month Ever and Ribbon and 
Coupon Book Business Approaches 
Best Figure of 1920 


More ribbon coupon books were sold 
in January than in any month but one 
in 1 921 and that was the big month of 
March. Even in that month only about 
$ 1 00.00 more in value was sold. We had 
in January, with that exception, the best 
coupon month since January, 1920. Fig- 
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(JL NEW ROYAL* 


you say, Mr. Smith, is a step nearer perfec¬ 
tion than the No. 10 model which we have 
found so satisfactory ? ” 


“When an office manager standardizes on the new 
Royal”, replied Mr. Geo. Ed. Smith, President of the 
Royal Typewriter Company, “he gives his steno¬ 
graphic force, in addition to all that the No. 10 gives 
them,three things-the most easily operated key ac¬ 
tion and super-elastic,adjustable touch ever devised; 
a quieter place to work, less distraction, more con¬ 
centration; the satisfaction of knowing that their 
typewriters are positively the finest made, whieh 
gives them a certain responsibility to live up to. 


“This new model is the result of a long, intensive 
study of a few things that haven’t come in tor as 
much attention as they deserve—the stenographers 
nervous energy, for instance; the entire range or 
their different touches and their contentment. And 
I tell you these things, directly or indirectly, attect 
office overhead and the quality of office work. 


Our fifty-six page book. “The Evolution of the Typewriter", 
beautifully illustrated m color, will be mailed free on request. 
Address department "A”. 


ROYAL TYPEWRITER COMPANY, INC. 

364-366 Broadway, New York 

Branches and Agencies the World Over 
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The offices reaching or exceeding their 
January quota for ribbon and coupon 


book sales were: 


Albany 

Bangor 

Bridgeport 

Buffalo 

Dallas 

Denver 

Evansville 

Fresno 

Harrisburg 

Hartford 

Jacksonville 

Kansas City 


Little Rock 
Los Angeles 
Louisville 
Memphis 
Norfolk 
Portland., Me. 

San Francisco 
Springfield, Ill. 
Springfield, Mass. 
Washington 
Waterbury 
Worcester 


The foliowing table shows the complete 
January standing of the District Branches 
(sales of the branches included), based 
on the largest percentage of increase over 
the average monthly business for 1921 : 


Total Ribbon Sales 

1— Los Angeles 

2— Hartford 

3— Washington 

4— St. Louis 

5-San Francisco 

6— Baltimore 

7— Cleveland 

8— Kansas City 

9— Buffalo 
1 0—Atlanta 
1 I—Boston 

1 2—Detroit 
I 3—New Orleans 
14—New York 
1 5—Philadelphia 
I 6—Cincinnati 
1 7—Chicago 
1 8—Minneapolis 
1 9—Pittsburgh 


Total Coupon Book Sales 
1—Los Angeles 

2-Hartford 

3—Detroit 
4-St. Louis 

5— Washington 

6— San Francisco 

7— Kansas City 

8— Cleveland 

9-Buffalo 

1 0-Atlanta 

I 1—Baltimore 

1 2-New York 

1 3-Boston 

1 4—New Orleans 

1 5-Chicago 

1 6—Philadelphia 
1 7—Cincinnati 
I 8—Minneapolis 
I 9—Pittsburgh 


The following table shows the branch 
offices in the order of their total January 
ribbon sales, coupon books included: 


uring in carbon sales—January being the 
best month we have ever had in that line 
—we have never had but four better sup¬ 
ply months and two of these were Jan¬ 
uary and March, 1920. 

There is an increasing interest, and 
wisely, in our supply business. Salesmen 
are appreciating the point that it pays to 
get the new machine user started right on 
our supplies. They help wonderfully in 
backing up the claims of superior work 
for Royal machines, which fail if cheap 


ribbons and carbons are used. This view 
should be the main one in selling our sup- 
There is profit for the company, 


plies. 


1— Worcester 

2— Springfield, Ill. 

3-Portland, Me. 

4— Fresno 

5— Waterbury 

6— Dallas 

7— Providence 

8— Louisville 

9— Denver 

1 0—Jacksonville 
1 I—Bridgeport 


26— Seattle 

27— Omaha 

28— St. Paul 

29-Grand Rapids 

30—Little Rock 

3 1-Toledo 

32—Evansville 
3 3—Milwaukee 
34—Portland, Ore. 
3 5—Scranton 
36—New Haven 


of course, and commission for the sales¬ 
men, but the ruling idea is the service to 
the customer which means his machine 
satisfaction. Them you have a “booster” 
for the Royal machine. If he buys rib¬ 
bons that make the machine do inferior 
work, you very likely will have a 
knocker. Your time spent in selling 
our coupon books will bring its imme- 


i i - t-J i i l j vj -new i ’ 

12-Springfield, Mass. 37-Houston 

13—Indianapolis 38—Oakland 


I 4—Newark 
1 5—Memphis 
1 6—Albany 
17—Bangor 
1 8—Des Moines 

1 9—Harrisburg 
20—Dayton 

2 1—Columbus 
22—Norfolk 

2 3—Rochester 

24— Richmond 

25— Akron 


3 9—Birmingham 
40—Johnstown 

4 1—Youngstown 

42— Davenport 

43— Reading 

44— Charleston 

45— Erie 

46— Rockford 

4 7—Duluth 

48— South Bend 

49— Peoria 

50— Allentown 
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THE ROYAL STANDARD 


THE T. H. PAYNE COMPANY, CHATTANOOGA, TENNESSEE 
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We take pleasure in introducing to our [ 
readers this month the T. H. Payne Com 
pany, Royal dealers at Chattanooga, 
Tennessee. 

The very handsome show windows pic¬ 
tured front their store on Market Street, 
and the floor space of twenty-thousand 



T. H. Payne, President 


square feet runs through to Market Street 
in the rear, also faced by a large window 
display space. Their business has grown 
steadily until it is today one of the largest 
office outfitting and stationery stores in 
the South. 

The house of Payne was founded over 
fifty-seven years ago by Mr. T. H. Payne, 
who, although eighty years “young” is 
alert and very active in the general in¬ 
terests of the business. Mr. Payne’s! 
hobby, when he is not directing the sale 
of Royals and other office needs, is fish¬ 
ing; every summer he spends a month at 
this favorite pastime “down in Maine,” 
while in the Spring the fishermen’s haunts 
of Florida claim his attention, and there 
he takes all honors at the sport. 

Mr. Payne, with the assistance of Mr. 
C. H. Howell as General Manager, has 
built up the organization to its present 
size, and through Mr. Howell’s efforts ex¬ 
tensive improvements have been made 
from time to time until the store presents 
the up-to-date appearance shown in the 
picture. 


The Sales Department of the Payne 
Company is composed of five separate 
divisions: Office Equipment, Books, 

Stationery, Art and Athletic Goods. 
When they took over the Royal dealer¬ 
ship some two years ago the solid founda¬ 
tion on which their other activities rested 
stood them in good stead, and they have 
been very successful with the Royal. 
Particularly in the face of keen competi¬ 
tion has their Sales Department shown its 
calibre, and through their efforts the 
Royal has been firmly established in the 
affections of Chattanooga stenographers. 
Repair and Rental business is also an im¬ 
portant feature of their work, and Royal 



C. H. Howell, 

Vice-President and General Manager 


Service is right up to the mark with these 
dealers. 

The lady is Miss Mary Ethel Wilcox, 
highly efficient head of the Order Depart¬ 
ment. Miss Wilcox has had an active 
part in the sale of Royals, and contributes 
elsewhere in this article, the sum of her 
experience in placing the machine before 
users in Chattanooga. 

We congratulate the T. H. Payne Com¬ 
pany on the handsome appearance of 
their Royal display shown in the accom¬ 
panying photographs, and on the gratify¬ 
ing results of their Royal efforts to date, 
and extend to them our hearty wishes for 
continued success. 



Above: Close-up View of “Royal'’ Window SELLING THE STENOGRAPHER 

Disp'ay JHE royal 



Miss Mary Ethel Wilcox 


By Miss Mary Ethel Wilcox, of the T. H. 

Payne Company, Chattanooga, Tenn. 

After all, it isn’t the executive, the head 
of the business, whom we must really sell 
the Royal, but the stenographer. A 
satisfied user, as we all know, is the best 
advertisement any machine can have. 

During my experience in demonstrat¬ 
ing and selling the Most Modern Type¬ 
writer, I find that our main stumbling 
block is the stenographer who has a petty 
prejudice against any machine except the 
one she has been educated to use, and 
nine out of every ten are so prejudiced 
that they will not even consent to try 
another machine. This situation demands 
very careful study. 

The cause of the trouble is most often 
in the schools in which the operators were 
educated, and where they studied on other 
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machines than the Royal. We have 
placed quite a number of machines in 
Chattanooga on the special school con¬ 
tract offer, and no doubt other cities have 
done the same thing. 

This fact alone, however, is not a just 
cause, for the progressive business woman 
of today should be broad-minded enough 
to recognize a better article when she 
sees one, and she should be willing at least 
to give it a fair trial. 

One incident which I remember in 
particular is that of a young lady steno¬ 
grapher with a large Medicine Company, 
which uses a number of typewriters. We 
placed in their executive offices some 
Light-Running Quiet Running Royals, and 
within twenty-four hours from the time 
the head stenographer used the machine, 
her friend and neighbor (who is a steno¬ 
grapher for another large company in this 
city) learned from her of the high merits 
of the Royal and the wonderful things it 
would do. Needless to say, this second 
stenographer telephoned for a Royal to be 
sent out the next morning on trial, and 
we sold her company two machines. 

This, of course, is only one of many 
such incidents, but goes to prove that it 
is after all the stenographer we must sell. 


The truth, however unpleasant, is a 
safer traveling companion than falsehood, 
however pleasant.—Theodore Roosevelt. 

There is always room for a man of 
force and he makes room for many.— 
Emerson. 

The young man who wants to be up 
with the sun should not sit up too late 
with the daughter.—Selected. 


BREEZY KANSAS SERVICE 


The accompanying picture shows a 
“Royal” service car de luxe utilized by 
the Reno Typewriter Exchange of Hutch¬ 
inson, Kansas. 

The men in the picture are Harry 
Tennyson, and John Knightly, owner of 
the plane and salesman for the company. 

This up-to-date company has made 
numerous deliveries of Royal typewriters 
to customers over their territory via aero¬ 
plane. Recently they delivered a Royal 
typewriter to a milling concern in Great 
Bend, Kansas, sixty-six miles from Hutch¬ 
inson, making it in one hour and fifteen 
minutes from the time they received the 
order by ’phone. 

We extend our compliments to this up- 
to-date concern on their up-to-the-minute 
service. 


This advertisement to appear in the following i sSU e 

“ Red Book” - 
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“Compare 
the Work” 


Qtey are all enthusiastic 
about theNEW ROYAL 

XX /Lai ? Because it is a remarkable typewriter, as nearly 

W Tiy ♦ perfectasconceivable,yetbroughtonestepnearer 

perfection! It has inherited a rich legacy of advantages 
and conveniences from the No. 10 Model of the Royal. In 
addition it has a super-elastic touch that is a revelation to 
every stenographer who has used it, and its quio. miming 
is a luxury they all appreciate. 

Poor typing usually means re-typing. And the stenographer 
is usually blamed, but seldom really at fault. The new 
Royal makes better, cleaner, swifter typing easier—with¬ 
out strain on the delicate muscles and nerves of the sten¬ 
ographer’s wrists and fingers. 

Your employer expects perfect typing late in the afternoon 
as well as early in the morning. The new Royal will lighten 
the task of producing it, especially when a little extra vol¬ 
ume is required. Bring the Light-Running, Quiet-Running 
Royal to his or her attention. 

Our fifty-six page book, “The Evolution of the Typewriter”, 
beautifully illustrated in color, will be mailed free on request. 

Address department “C". 

ROYAL TYPEWRITER COMPANY, INC. 

364-366 Broadway, New York 

B ranches and Agencies the World Over 
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(Reprinted from Hartford Times, Feb- 
ruary 1 Oth issue) 

ROYAL TYPEWRITER PLANS 
FULL TIME 


Will Be Back on Normal Sche 
Next Week 


writer Company will woi 
few departments will co: 
until the manufactured st 

which will be in three or 
The increase in produc 


Royal dealers came through very hand 
somely during February, and the results 
of this second month of the new y ear are 
we hope, an indication of the realization 
of our expectation, that this will be the 
best year we have ever had. Sections 0 f 
the country where business has been at a 
standstill for many months have suddenly 
come to life, with consequent increased 
results in the sale of Royals, and this 
“return to normalcy” accompanied by 
some hard driving should make it possible 
for us to reach our goal. 

During February the following Roll of 
Honor dealers exceeded their quotas by 
percentages in the order named. We have 
listed only the ten highest: will your name 
be on the Honor Roll for March? 

Graham & Wells, Corvallis, Oregon. 

H. G. Bancroft, York, Pennsylvania. 

H. S. Storr Company, Raleigh, N. C. 

Office Specialties Company, Fargo, N. Dak. 

Rollosson Stationery Company, Lake Charles, 

Louisiana. 

Boulder Typewriter Exchange, Boulder, Col. 

E. Frank Winfield, Grand Junction, Col. 

F. L. Patty, Austin, Texas. 

Western Typewriter Company, Spokane, 
Washington. 

Western Typewriter Supply, Reno, Nevada. 


AN APPRECIATION OF “THE LIGHT- 
RUNNING, QUIET-RUNNING ROYAL” 


Mr. E. F. Hancock, Manager of our 
Cleveland Office, has sent us a letter 
which is representative of many we are 
receiving from enthusiastic users of the 
latest “Royal” product. 

We feel it is worthy of space in our 
columns: 

“I feel that no one knows better than I 
do, the excellent qualities of the ‘Ex¬ 
ecutive Quiet Model’ Royal Typewriter. 

I have used this machine for the past 
week and find it has a light, quick, snappy 
action which enables me to produce, not 
only a larger quantity of work, but of a 
much better quality, as you no doubt 
have noticed. 

The type is very clean and neat, in fact 
it produces a perfect copy as far as the 
machine is concerned. The keys do not 
pile up, and one can ’run right along 
without having one letter above the line 
and perhaps two or three below the line 
in the same sentence. Because of the 
light quick touch it is not nearly so tire¬ 
some. It is therefore a ‘strength saver 
and is a pleasure to operate. 

The one great advantage the employer 
will notice is the perfect registration. The 
uniform type, and many other good 
points which help to make a neat letter 
can be noticed at a glance. 

I am sure that if you had to use a type¬ 
writer you would have no other machine, 
it being the Best. The Best is none too 
good for me.” 


to about 15 per cent., and is extremely 
gratifying from the fact that there is a 
very noticeable improvement in orders 
for export machines. 

Charles B. Cook, Vice-President and 
Manager, says that business has been 
very steady for several months, with 
gradual increase, and the officials of th f 
company are optimistic enough to pl aD 
for a continual steady growth of business 
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THE “ROYAL’S” HOME IN EUROPE’S GARDEN OF THE GODS 



The grandeur of the snow capped Alps 
and the crystal clearness of its mountain 
lakes serve as a particularly fitting back¬ 
ground for the quality of the Royal Type¬ 
writer and the striking beauty of its 
finished work. At the same time it is also 
symbolic of the organization through 
which our machine is sold in that country. 

It was therefore quite natural that the 
Royal Typewriter Company, Inc., when 
originally entering that territory should 
have conformed its action to that famous 
Swiss slogan ‘High as the Alps in 
Quality” in selecting its general dealer. 

The distinctive merits of Mr. Theophil 
Muggli, of Zurich, won for him the ap¬ 
pointment and since 1910 he has with 
admirable steadiness and pronounced suc¬ 
cess developed the organization which 
now covers that field so well. Those who 
know Mr. Muggli personally, or through 
business dealings, will readily appreciate 
how truly he possesses those qualifications 


No. 1—Mr. Muggli’s Headquarters at Bahn- 
hofstrasse 93, Zurich. 




creased by the knowledge that that suc¬ 
cess is a just reward for the constant and 
untiring efforts he has put forth. 

Not only did he build a branch and sub- 
dealership organization which completely 
covers the various sections of his territory 
but he has supplemented his good work 
by applying the constructive methods of 
modern salesmanship and advertising. In 
an early subsequent issue we shall have 
the pleasure of publishing a striking Royal 
Typewriter display in Mr. Muggli’s Zurich 
show window. 

The photographs which accompany this 
article are impressive evidences of the 
calibre of the dealers Mr. Muggli has as¬ 
sociated with himself, and speak their 
message so clearly as to need very little 
comment. 

It may not be amiss to say to our newer 
friends abroad that it has been and will 
continue to be the policy of our company 
to build strongly and permanently on the 
sound basis of character. These articles 
of introduction which we are running 
monthly in the Royal Standard we think 
will conclusively prove the truth of this 



No. 2—Interior View, General Sales Office, 
Mr. T. T. Malleson, Left; Mr. Muggli, Right. 


of vision, judgment and industry which 
have impelled his progress. 

The warm and sincere friendship which 
has constantly grown during these years 
of association long ago reached that ideal 
basis which permits of the interchange of 
friendly suggestions with complete under¬ 
standing and without even the faintest 
suspicion that selfish motives are involved. 

Always interested in the welfare and 
progress of our friends we want to pub¬ 
licly express the extreme pleasure we have 
experienced in watching the steady and 
healthy expansion of Mr. Muggli’s organ¬ 
ization. It has been most gratifying to 
note his success and this gratification is in- 

No. 4—Office Staff and Local Salesmen of 
the Zurich Office; Mr. Theo. Muggli 
Seated, Center. 



No. 3—Interior View—General Sales Office. 


statement. We are proud of the friend¬ 
ships which we have made—and retained. 

Photograph No. 1 represents Mr. Mug¬ 
gli’s headquarters at Bahnhofstrasse 93, 
Zurich. His general sales organization is 
located in the well appointed offices which 
cover the second floor of the building as 
can be clearly seen. Below is Mr. Mug¬ 
gli’s retail store with its prominent and 
attractive show window. An example of 
that keen vision and sound judgment, of 
which we spoke, is driven home by the 
knowledge that Mr. Muggli selected as 
the site for his headquarters this build¬ 
ing directly opposite the new and splendid 
railroad terminal in Zurich. What this 
means in the way of publicity hardly 
needs to be emphasized. 

Photographs No. 2 and No. 3 are in- 
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THE “ROYAL’S” HOME IN EUROPE’S GAR¬ 
DEN OF THE GODS (Continued) 

terior views of Mr. Muggli’s general sales 
office. In the former that gentleman can 
be seen sitting opposite T. T. Malleson of 
our own organization who really needs 
no introduction to the readers of this pub¬ 
lication. The latter picture shows the 
typewriter show room. 

Photograph No. 4 shows Mr. Theo. 
Muggli himself surrounded by the sales¬ 
men for the Zurich office and the Zurich 
Office staff. 

Photograph No. 5 was taken at a 
gathering of branch managers and dealers 
of Mr. Muggli’s organization. The clean 
cut, mentally and physically alert ap¬ 
pearance of these gentlemen is worthy of 


No, 


and Dealers of His 


Standing from Left to Right—Mr. Buhlmann (Lucerne) 
Mr. C. G. Sussli (Baden); Mr. J. Escher (Grisons) 
Hausler (Olten); Mr. Widmaier (Schaffhausen). 


5—Mr. Muggli surrounded by the Branch Managers ai 

Organization. R :„ht—Mr. O. Widmer 

■ ) ^G wi ^f i ch (ct^rM‘ hu ^: >» m - 

(Manager Zurich Uttice;. 


THE “ROYAL’S” HOME IN EUROPE’S GAR 
DEN OF THE GODS (Continued) 

note because of its certain bearing Upon 
the results they are obtaining. 

The accompanying photographs, No. 6 
Berne Royal Agency; No. 7, Geneva Of¬ 
fice; No. 8, Basle Office; No. 9, Olten Of¬ 
fice; No. 1 0, Lausanne Office; No. 1 1, St 
Gall Office, stand out prominently by rea¬ 
son of the quality tone which i s So 
evident. Mr. Muggli also has offices i n 
Schaffhausen; Luzern; Winterthur; Chur 
and Bellinzona. Unfortunately photos of 
some of these offices are not available at 
this time and others cannot be immedi¬ 
ately used because of photographic de¬ 
fects. 


(St. Gall); Mr. Theo. Muggli (General Agent, 
Ad. Muggii (Mechanical Dept.); Mr. Th. Graf 


No. 6—Royal Agency at Berne. 




No. 9—Royal Branch at Olten, Switzerland. In the 
Center Is the Proprietor, Mr. W. Hausler-Zepf. 




No. 7—Special Exhibition of the Royal Office in Geneva, 
Switzerland; Proprietor Mr. G. Pozzi. 


No. 8—The Home of the Royal at Basle. 


Branch Office at Lausanne, Switzerland 
Proprietor, Mr. G. Pozzi. d; 
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“NO IDLE ROYALS” 


Keep Every Available Rental Machine 
Out and Earning Money 


In many offices, both District and 
Branch, there are few if any “Idle 
Royals.” The rental demand during 
February and the first week this month, 
has been active and it has been necessary 
to exchange some machines among of¬ 
fices in order to meet the demand. There 
probably has never been a time when 
Royal offices have approached more 
nearly to our Rental Department slogan 
than the present. Keep every available 
rental machine out and earning money. 

For February, Detroit moved ahead of 
Kansas City, and Minneapolis displaced 
Cleveland; Dallas beat out Des Moines; 
Houston moved up two places and Louis¬ 
ville six; and Cincinnati and Buffalo im¬ 
proved their positions. Other offices 
showing gains in place were Fresno, Mil¬ 
waukee, Atlanta, Indianapolis, Spring- 
field, Ill., Toledo, Rochester, Davenport, 
Newark, St. Paul, Bridgeport, Norfolk, 
Erie, Allentown, South Bend, Richmond, 
Waterbury and Duluth. 

The quota winners for February were: 


Allentown 

Grand Rapids 

Bangor 

Kansas City 

Boston 

Louisville 

Buffalo 

Newark 

Cincinnati 

Norfolk 

Dallas 

Rochester 

Davenport 

Springfield, Ill. 

Des Moines 

St. Paul 

Detroit 

Toledo 

Erie 

Washington 


The standing of the offices, both 
District Branches and Branch Offices, in 
the order of the number of rentals out 
at the close of February, was as follows: 


I-New York 

2— Chicago 

3— Boston 

4— St. Louis 

5— Detroit 

6— Kansas City 

7— Philadelphia 

8— Baltimore 

9— Minneapolis 
I 0—Cleveland 

1 I—Dayton 
12—San Francisco 
I 3—Pittsburgh 
1 4—Washington 
I 5—Dallas 
I 6—Des Moines 
I 7—Houston 

1 8—Louisville 

19— Cincinnati 

20— Buffalo 

21— Los Angeles 

22— Oakland 

23— Omaha 

24— Columbus 

25— Fresno 

26— Milwaukee 

2 7—Atlanta 

28— Indianapolis 

29— Seattle 

30— Springfield, Ill. 

3 1—Harrisburg 

32— Toledo 

33— Worcester 

34— Bangor 

35— New Orleans 


36-Rochester 

3 7—Davenport 

38— Newark 

39— Scranton 

40— Grand Rapids 

41— St. Paul 

42— Albany 

43— Bridgeport 

44— Norfolk 

45— Denver 

46— Evansville 

47— Portland, Ore. 

48— Erie 

49— Hartford 

50— Allentown 

51— South Bend 

52— Jacksonville 

53 -Memphis 

54 -Akron 

5 5—Richmond 
56—Little Rock 

5 7—Portland, Me. 

58— Springfield, Mass. 

59— New Haven 

60— Birmingham 

6 1-Johnstown 

62— Providence 

63— Youngstown 

64-Charleston 

65— Waterbury 

66— Peoria 
6 7—Duluth 

68— Reading 

69— Rockford 

70— San Antonio 


SCHOOL AWARDS 

Our offices are showing great interest 
in Royal Awards and are sending in fine 
reports. 

There were more Certificates of Pro¬ 
ficiency and Advanced Certificates of 
Proficiency mailed during February than 
any other month since we began issuing 
these. 

Boston still heads the list for the num¬ 
ber of awards won. Pittsburgh, Cleve¬ 
land, Harrisburg, Washington and Des 
Moines are next on the list in the order 
given. 

Mr. K. W. Hofer, manager of the Man- 


This advertisement to appear in the following magazines: — 
“Saturday Evening Post/’ March 18th issue. 
“Outlook,” April 5th issue. 

“Literary Digest,” April 14th issue. 

“Hearst’s Magazine,” March issue. 

“Nation’s Business,” April issue. 

“Typewriter Topics, ’ April issue. 

“Office Appliances,” April issue. 
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LIGHT'RUNNING 

QUIETtRUNNING 


Cjfietfeu) (ight-^inmng 
Qviet^Runmng 


Like most really great contributions to the 
administration of Big Business, it has al¬ 
ready been ushered in without the rather 
customary fanfare of trumpets and acclaim. 

The improvements which it offers over all 
existing type writer^ are, briefly, these: 
a speed as swift as thought itself; the 
most responsive, super-elastic key action 
ever devised; the noise of operation muf¬ 
fled down to below the point of distrac¬ 
tion. The results: entirely new standards 
of typing and typewriting proficiency. 

There is a revelation in store for you if 
you haven’t yet seen it demonstrated. 

Our fiftv-six pace book, “The Evolution of the Typewriter”, 
beautifully dlustrated in color, will be mailed free on request. 
Address department S”. 

ROYAL TYPEWRITER COMPANY, Inc. 

364-366 Broadway, New York 
‘Branches and Agencies the World Over 

“Compare the Work” 


hattan Typewriter Emporium, Manhat¬ 
tan, Kansas, is stirring up considerable in¬ 
terest in Royal Awards by giving them 
a great deal of publicity in the local news¬ 


papers, thereby creating a spirit of rivalry 
among the schools in his territory. 

A. M. STONEHOUSE, Mgr., 

School Department. 


SERVICE DEPARTMENT CONTEST 
FOR JANUARY 


Branches in Division No. 1 
Boston Back in the Lead 


Boston has again proven the truth of 
the adage “You can’t keep a good office 
down,” as they have jumped into first 
place for the month of January in the 
Service Department Contest. There was 
no time during 1921 that this office got 
very far away from first or second place 
and their coming into first place for Jan¬ 
uary is a very promising forecast for 1 922. 
Congratulations and more power to Mr. 
H. E. Johnson, foreman of the Service 
Department, and his capable service 
corps. 

Pittsburgh came in second. 

Washington dropped from first place to 
third. 

Mr. H. Klemm, foreman of the Pitts¬ 
burgh Office, and Mr. E. Northrup, fore¬ 
man of Washington, are to be congratu¬ 
lated. 

Below is a list showing the standing of 
the various offices: 


1— Boston* 

2— Pittsburgh* 

3— Washington* 

4— Chicago* 

5— Kansas City* 

6— Cincinnati* 

7— Cleveland* 

8— Minneapolis* 

9— Baltimore* 

19—1 


10—Hartford* 

I I—St. Louis 
I 2—Philadelphia 

13— San Francisco 

14— New Orleans 
I 5—Atlanta 

| 6—New York 
I 7—Detroit 
I 8—Buffalo 
Angeles 


STANDING OF BRANCHES IN 
DIVISION NO. 2 


Richmond in First Place for January 


The Richmond Office has been grad¬ 
ually making its way to the lead and for 
the month of January stepped into first 
place. Mr. W. Pelton, foreman, is to be 
complimented on this fine showing. 

Harrisburg dropped from first place in 
December to second in January. 

Birmingham came in third. 

Mr. R. Beckley, foreman of the Harris¬ 
burg Office, and Mr. T. Matthews, fore¬ 
man of Birmingham, are to be congratu¬ 
lated. 


Below is a list showing the standing of 


the various offices: 


1 —Richmond* 

27-Toledo 

2—Harisburg* 

28-Newark 

3—Birmingham* 

Duluth 

4—Louisville* 

29—Waterbury 

5—Portland, Me.* 

30—Springfield, Mass. 

6-Omaha* 

31-South Bend 

7—Charleston* 

32—Memphis 

8—Columbus* 

33—Albany 

9—Erie* 

34—New Haven 

10—Springfield, Ill.* 

35—Norfolk 

1 1—Oakland* 

36—Peoria 

I 2-Bangor* 

37-Portland, Ore. 

1 3—Saginaw* 

38—Providence 

1 4—Worcester 

39—Akron 

1 5—Indianapolis 

40—Davenport 

1 6—Fresno 

4 1—Houston 

1 7—Evansville 

42-Johnstown 

1 8—Denver 

43-Milwaukee 

1 9—Dallas 

44—Reading 

20-Bridgeport 

45-Scranton 

2 1 —Dayton 

46—Youngstown 

22—Rochester 

47-Allentown 

23-Seattle 

48—Little Rock 

24-Des Moines 

49-Grand Rapids 

2 5—Jacksonville 

50—Rockford 

26—St. Paul 

5 1-San Antonio 

5 2—Kalamazoo 

To Increase Nets — Increase Earnings’ 
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